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AUTOMOBILE SALES 
WORKERS 

2SOJ58) 
Nature of tha Work 

Automobile sales workers are irn- 
portant link* between dealers and c*f 
buyers. Most specialize in selling ci- 
ther new or used cars. Others, partic- 
ularly those employed in small deal- 
erships, sell both. 

Automobile sales wdrkers spend 
much of their time waiting on cus- 
tomers in the showroom or used -car 
lot, When a customer enters the 
showroom , they try to find out what 
kind of ear the customer wants by 
asking questions and encouraging the 
customer to talk about cars on dis- 
play. For example, they may ask if 
the customer is interested primarily 
id economy. Of in a high-perform- 
ance automobile, Sales workers (em- 
phasize the points that please their 
customer? in an effort to stimulate 
their willingness to buy. To demon* 
strate features, such as performance, 
ride, and handling, that a customer is 
looking for, sales workers invite their 
cHistomers to te^st^drive the cars. 
Most people want to bargain over the 
price of cars or the allowance tlieiy 
get for their trade-ins, and some deal- 
' ers expect their sales workers to ne- 



gotiate, especially if they are over* . 
stocked that month. ^ sales worker 
generally knofcs what price the deal- . 
cr will accept, but no sale is final- 
until the manageY approves 'the terms 
the sales worker has offered- f 

. The, final step of overcoming the 
customers* hesitancy to buy and get- 
ting t|ie order (closing the sale) is 
difficult in any sales work. Closing fs 
especially difficult in automobile 
sales because cars are the most ex- 
pensive "purchase many people emit 
make. Since closing the sale fre- 
quently is difficult for beginners, ex- 
perienced sales workers or sales' 
managers often lend assistance, , 

Once the sale is made, the car must 
be registered with the State depart- 

. rfletu of motor vehicles and license , 
plates must be obtained. Sales work - 
ers fill out the forms necessary for 
these items, and if'customers desire, 
arrange for financing and insurance ( 
as weir Finally, sales workers set ur£a/ 
delivery date for the cars and answer 
any additional questions the custom- 
ers rrtay have, . 

Successful sales workers always 

- seek to devejop customer loyalty and 
in this manner build repeat business. 
Therefore, following delivery, they 
often contact customers to thank 
them for their business and to ask if 
they are satisfied with the car, From 
time to time, they also may send lit- 1 



erature on new models to customers 
*in order to build repeat business. 

Successful sales workers eantiot 
simply wait for prospects to walk into 
the showroom. Instead, they must 
develop and follow leads on p respec- 
tive customers* For examples* they 
obtain, names of prospeeu from attto- 
mobile registration records and from 
dealer sales, service, and finance rec- 
ords, They also can get leads from 
gam station operators, parking lot at- 
tendants, and others ' whose work 
brings them into frequent contact 
with car owners- After obtaining 
their leads, sales workers may con- 
tact prospects*by phone or mail 



Places of Employment 




The syeeesa of automobile sslss wafteara efttft dapends an their ■hlNty to gain ins 
respect end trust ef tn»ir eyitsinars. 



About 130,000 persons worked sa 
automobile sales wdrkers in 1976, 
New-car dealers employed ybout 
four-fifth* of the total, and used-car 
dealers employed the rest. Dealer- 
ships vary greatly in size and employ- 
ment. Many small used-car dealer- 
ships employ only one sales worker, 
while some new car dealerships em- 
ploy more than 50 sales works'* *nd 
sell over a thousand cars a year, 

Automobile sales workers ire em- 
ployed throughout the country. 
Most, however* work in heavily 
populated areas. ^ 
i . 

Training, Other Qualification*, 
and Advancement 

Most beginners are trained on the 
job, by sales managers and experi- 
enced sales workers, with the amount 
of training depending on the dealer, 
in isrge dealerships, beginners may 
receive several days of classroom 
training to learn how to obtain leads 
on prospective customers, to make 
sales presentations, and to close 
sales, In addition, automobile manu- 
facturers often furnish training man- 
uals and Other educational mate rial 
fbr sales workers to study on their 
own. In almost every dealership, 
sales porkers receive continuing 
guidance" and training from their 
managers* both on the job and at pe- 
riodic sales meetings. They also may 
attend the training programs auto- 
mobile manufacturers offer when 
they develop new sales campaigns 
that they want their dealers to follow. 
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Vhigh school diploma usually is 
the tnhriimiiii educational requlre- 
nsetrt for beginner*. Course* fas Eng- 
ttih cmt public speakihg, in particular, 
cmik help build confidence in one's / 
•biUty to talk to customers. Abo/ 
courses in commertcal arithmetic, 
t ifeerchandteing, selling, business law, 
and psychology can provide a good 
background for this type of work. 
Previous sates experience or other 
work requiring contact with the pub- 
lic is not required, but it to helpful. 
Many persons in automobile sales, 
for etamplc, previously were in fur- 
niture, appliance, or door-to-door 




automobiles are a major pur- 
eiiatei dealers prefer sales workers 
who exhibit the maturity which can 
inspire customer confidence. As a re- 
sult, many employers prefer, appli- 
cants who are at least in their mid- or 
late twenties, with 21 as the mini- 
mum age for beginners. Jftut age re- 
quirements may be waived for a ma- 
ture applicant, 

Hie success of automobile sales 
workers is often dependent on their 
ability to gain the respect and trust of 
their customers. Therefore, they 
Must be tactful, well-groomed, and 
able to express themselves well. Ini- 
tiative and aggressiveness also are 
important since the number of cars 
•eld Usually depends on the number 
of prospective customers contacted. 
Because automobile sales workers 




mand for automobiles increases. In 
addition to jobs resulting from em- 
ployment growth, thousand* of open- 
ings will occur as sales workers re- 
tire, die* or transfer to other 
occupations, 

Over the long run, rising popula- 
tion and personal incomes will lead 
to increased car sales, and, employ* 
mem of sales workers will grow* But, 
because sales are affected by chang- 
ing economic condition* and c6n- 
sumer preferences, employment will 



fluctuate from year to year. Opportu- 
occasionally work for days without nities for beginners, therefore, will be 
making ; * sale, they need self-confi- 
dence and determination to get 
through these slow periods. 

Successful employees who have 
managerial ability may advance to 
assistant sales manager, sales manage 
®r, tir general manager. Many suc- 
cessful employees prefer to remain 
sales workers however, fojf they en- 
joy the freedom of changing dealer- 
ships or working in different parts of 
the country. Some managers and 
general managers open their own 
dealership or become partners in 
dealerships. 

f 

Employment Outlook 



Employment of automobile sales 
workers is expected to grow faster 
than the average for all occupations 
through the mid-1 980's as the de- 



plentiful in some years and scarce in 
, others/ 

Earnings and Working 
Condition* 

Most sales workers are paid a com- 
mission, that is, a percentage either 
of the price of every car th£y sell or 
the profit the dealer makes on each 
sale. They may earn another commis- 
sion when customers finance or in- 
sure their cars through the dealer. 
Because car sales vary from month to 
month, sales workers 1 commissions 
also vary. Many dealers pay their 
commissioned sales workers a mod- 
est weekly or monthly salary so thai 
they will have a steady income, Oth- 
ers give their sales workers advances 
against future commissions A few 
dealers pay a straight salary. Because 



it takes some time tot beginners to 
leam to sell cars, dealers often guaN 
antee diem a modest salary for ,the 
first few weeks or months, 

Sales workers employed by new*, 
car dealers had estimated average 
weekly earnings of about $300 in 
1976, Earnings varied, depending oft 
individual ability and experience, 
geographic location, and dealership 
size. For example, sales workers who 
worked for dealers that sold between 
100 and 149 flew vehicles annually 
averaged about %%2Q a week, while u 
those employed by dealers that sold 
1,000 cars or more averaged about \ 
$340. 

Many dealerships, J especially the 
larger ones, also provide bonus and 
other special incentive programs for 
their sales workers, Per example, a 
sales worker may receive a bonus for 
selling more cars than expected, 

, Earnings can change considerably 
from year to yetff due w changes in 
the demand for cars, In lean years, 
workers with poor sales records may 
be laid off, or may quit to find better 
paying jobs In other fields. Many, 
however, return to selling when the 
demand for cars improves. * 

"Sales workers receive many fringe 
benefits. Dealers often furnish their 
sales staffs with demonstrator cars 
free of charge, or sell or lease dem- 
onstrator^ at a discount. Sales work- 



ers alio receive discounts on cars 
. th€y buy far penonal use. * * 

Because nidit customers f tad shop- 
ping after work cogiventelnt* silts 
workers frequently work evenings. In 
sorne* areas, they mmy work Sunday 
and take a day off during the week. 
Many dealers assign sales workers. 
**tloortim|**^hours th©y spend in the 
showro^jn greeting customers For 
example* a sades 4 worker m^y be' in 
the showroonruorn 9 a.rn, to 3 p.m. 
1 weeK, from 3 p.m. to 9 p.m. the 
next week^mhdl all day on Saturdays, 
Wlien not asstfMd to thte showroom, 
they may spend^aTew hours each day 
delivering carsMQ customers and 
looking foV new customers. 

Sourctft of^ddltional 
Information 

Details on employment opportunU 
ties may be obtained from local auto- 
mobile dealers or the local office of 
the State employment service. For 
general information about the work, 
write to: , 

National Automobile Dealers Association* 
lOdO K Si NW. r Washington. DC 

20006. 



garden furniture, autQirioViIe tires, 
toys, aluminum pot*,' and . canned 
soups alike— appears in trjat sjare on 
the decision of a buyer Although ail 
buyers seek to satisfy their stores* 
customers and sell at a profit, the 
kind and variety of goods they pur- 
chase depend on the store where 
they work, A buyer for a small cloth - 
ing store* for example,, may purchase 
its complete stock of merchandise 
from sportswear to formal eweniag 
clothes. Buyers who work for larger 
retail businesses often handle one or 
a few related lines of goods, such .as 
men's wear, ladies; sportswear, or 
children's toys. Some, known imfor* 
eign buyers, purchase merchandise 
outside the United States.' 

In order to purchase the best selec- 
tion of goods for their stores, buyers 
must be familiar with the manufac- 
turers and distributors who handle 
the merchandise they need.. They 
also must keep informed about 
changes in existing products and, the 
development of new ones. To learn 
about merchandise, buyers attend 
fashion and trade shows and^ visit 
manufacturers 1 showrooms. They. t 
usually order goods during buying 
trips, and also place orders with 



wholesale and manufaciurfrV safes 
workers who call on then to display 
their merchandise 

Buyers must be able to assess the 
resale value of ftoods^after a brief 
inspection and make a purchase de« 
aqsion quickly, They are aware of 
their stores 1 profit margins and try to 
select merchandise that will sell 
quickly at well above the original 
cost. Since most buyers work within 
a limited budget, they must plan their 
. purchases ip keep needed items al- 
ways in stock but also allow for unex- 
pected purchases when a "good buy M 
presents itself. 

Because buyers purchase mer» 
chandise for their firms to resell (un- 
like purchasing agents who buy 
goods for direct use by the Firm— see 
the statement on purchasing agents 
elsewhere in the "Handbook), they 
must know what motivates customers 
to buy. Before ordering a particular 
line of merchandise, "buyers study 
. market research/ reports and analyze 
past sales records to determine what 
products are currently in demand. 
They also work closely with assistant 
buyers and sales clerks whose-daily 
contact with customers furnishes in- 
formation about consumer likes and 
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(DOT_J\ 62. 1 58 and 185.168) 

"N»tyr# of th» Work 

The Americans have been invited 
to a private showing in rttfis. Repre- 
seniififi a major New York depart- 
ment store, they sit with ^ select 
group in an elegantly furnished 
r^on^ They watch closely as graceful 
models float down the runway before 
them to display the latest Creatipns 
by* the world's most famous design* 
ers After some consultation, they 
make choices involvin^u^^usands, 
perha^p^ millions of dollars,] All in a 
day's work, , J 
v The job bf retail buyer often brings 
to mind the?giamour of hifk^ashion; 
indeed, mlihy fashion buyers do>iead 
exciting, fast-paced lives involving* 
frequent travel ah road Not every 
buyer, however, deals in fashion Ail 
"merchandise,, sold in a re tat! store— 




6uy«r In a t&fgt d«partm#nt •tor* dlacuMM quality of m#reKihdif« with manufactur- 
er » r«pr«»«nt«tlv*. 
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dislikes. In addition, buyers read 
fjufcion a*Kl uad* m«i*»net to keep 
mbrtast of ttyle Md manufacturing 
trend*; follow ad* in newspapers and 
other media to check retail competi- 
. ton* states activities; and watch gen- 
era! economic "conditions to antici- 
pate consumer buying patterns. 

Merchandise managers (D.O.T. 
185.168 ) plan and coordinate buying 
and selling activities for large and 
medium-sized stores. They divide the* 
budget among buyers, decide how 
much merchandise to stock, and as- 
sign each buyer to purchase certain 
goods. Merchandise managers may 
review buying decisions to insure 
that needed categories of goods are 
in stock, and help buyers to set gen- 
eral pricing guidelines, 
j Buyers and merchandise managers 
usually have very buss/ schedules and 
deal with many different people in 
the bourse of a day They work with 
manufacturers' representatives, oth- 
er store personnel including store ex- 
ecutives and sales workers, and cus- 
tomers. Assisting with sales 
promotion! and creating enthusiasm 
among sales personnel are part of the 
buyer's job, and he or she may be 
askettto provide information such as 
d re Si sizes and product descriptions, 
to the advertising, department for a 
sales' promotion, or to meet with 
floor sales workers before a new line 
of merchandise is introduced. Some 
buyers direct assistants who handle 
routine aspecupf purchasing such as 
verifying shipments; others supervise 
department managers. 

Some buyers represent large stores 
or chains in cities where many manu- 
facturers are located. The duties of 
these "market representatives" vary 
by employer; some purchase goods, 
while others, supply information and 
arrange for store buyers to meet with 
manufacturers when they are in 
town. 

New technology has altered the 
buyer's role in retail chain stores. In 
the past, firms employed a buyer for 
■ each store or group of stores in a 
local area. Now cash registers con * 
MCted to a computer, known as 
point-of-sale terminals, allow retail 
chains to maintain centralized, up to 
the-mfnute inventory records. With 
these recordi, a single garden furni 
ture buyer, (for example, can pur- 



chase lawn chairs and picnic ables 
tor the entire chain. 

Places of Employment 
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In 1976, approximately 1 
buyers and merchandise rnar 
worked for retail firms 
jobs for buyers are found in all 
of the country, most jobs are in 
metropolitan areas where 
* stores are concentrated. Markeft 
resentatives worHHpr buying 
in major market ^^as such as 
York, Chicago 

Training, Oth 
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Distributive education progrs j 
thousands of high schools 
launched careers in retailing lejading 
to a buyer's positi6n. (Additional in 
formation on distributive education 
appears in the statement on retail 
trade sales workers elsewhere n the 
Handbook.) Indeed, many a good 
buyer began in a stockroom c r be- 
hind a counter and worked up the 
ladder without any college training, 
However, new buyers will find i col- 
lege degree increasingly nece tsar y 
' Many junior and 4-year colleges of- 
fer programs in marketing and pur* 
chasing and confer thousands < f de- 
grees each year. In addi ion* 
numerous trade schools train stu- 
dents for careers in fashion men nan- 
dising. Courses in merchandising or 
marketing may help in getting i first 
job, but most employers accept 
graduates in aijy field of study 
train them on the job. 

Many storey,; especially the li rger 
ones, have formal training prog am s 
for management or executive t 
ees, including buyers, These 
grams usually last from 6 to S^mokuhs 
and combine classroom instruction 
in merchandising and purchasing 
with short rotations to various jots in 
the store. This training introduces 
the new worker to store operations 
and policies, and provides the fur da 
mentals of merchandising and man- 
agement as well 1 

The trainee's first job is likely td be 
that of assistant buyer. The duties 
include supervising sales workers, 
checking invoices on material - re- 
ceived, and keeping account of stock 
on hand. Assistant buyers gradually 
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assume purchaf ing responsibilities, 
depending upc n * their individual 
abilities and th* size of die depart- 
ment where they work. Training as 
an assistant bu fer usually lasts at 
least a year, Afti r years of working as 
a buyer, those w tio show exceptional 
ability may advance to merchandise 
manager. A few find further promo- 
tion to top exe :utive jobs such as 
general merchandise manager for a 
retail store or c hain. The length of 
time it takes to reach any of these 
levels depends i :ot just on the indi- 
vidual's ability but on the store's 
need for manage rnent personnel The 
faster the compi ny grows, the great- 
er the opportunity for a worker to 
acquire respansi bility* 

Buyers shoukl be good it planning 
and decisionmal ip# and havfe an in- 
terest in mcrchi ndising. They med . 
leadership abilt y and communica- 
tions skills to suf ervisc sales workers 
and assistant buyers and to deal ef- 
fectively with manufacturers* repre- 
sentatives and store executives. Be- 
cause of the fast pace and constant 
pressure of their work f buyers need 
physical stamina arid emotional sta- 
bility. 

( Employment Outlook 

Employment of buyers is expected 
to grow more slowly than the average 
for all occupations through the mid- 
19S0*s. Centralized buying is gaining 
popularity among chain stores, which 
are expected increasingly to domi- 
nate general merchandise retailing, 
Although anticipated growth of in- 
dependent food stores should partial- 
ly offset these trends, they will still 
reduce the number of openings for 
buyers. Most job openings will arise 
each year from the need to replace 
workers who leave the occupation, 
Competition for these jobs is expect- 
ed to be keen, for merchandising at- 
tracts large numbers of college 
graduates every year. Prospects are 
likely to be best for qualified appli- 
cants who enjoy the competitive na- 
ture of retailing and work best in a 
demanding, fast-paced job, 

Earnings and Working 
Conditions 

Buyers for discount department 
stores and other mass merchandising 
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firms arc among the most highly paid 
ill the industry* as are those who buy 
centrally for large chain department 
stores! Most earned between 
$15,000 and $25,000 a year in 1976, 
though many earned salaries outside 
this range, Merchandising managers 
earned considerably more, The actu- 
al income depends upon the product 
Una purchased s the sales volume of 
the store, and the individual *i senior- 
ity. 

Buyers often earn large bonuses 
for exceptional performance, In ad- 
dition, many stores have incentive 
plans, such as profit sharing and 
stock options. 

Buyers regulate their own hours, 
and often work more than 40 hours a 
week because of special sales, con- 
ferences, and travel The amount of 
tipveling a buyer does varies with the 
type of merchandise bought and the 
location of suppliers, but most spend 
^4 or $ days a month on the road. 
Merchandise .managers also travel 
frequently, averaging several trips a 
month in many cases. 

Sources of Additional 
Information 

General information tfbout a ca- 
reer in retailing is available from: 

National Retail Merchants Association, 100 
West 3 1st St.. New York. N Y. 10001 

Information on schools that teach 
retailing is available from: 

United States Office of Education, Division of 
Vocational/Technical Education, Wash^ 
ingtori* D C 20202 

National Association of Trade and Technical 
Schools. 2021 L St NW , Washington, 
DC 20036 



INSURANCE AGENTS AND 
BROKERS 



special seeds ©ft a customer's family; 
advise* about insurance protection fdr 
an auiomobile, hofcie, business, or 
other ^property; or help a golieyhold^ 
er obtain settlement of an insurance 
claim;. * ~ *** 

Agpnts and brokers usually sell 
one ^r more of the three basic types 
of insurance: lite, property-liability 
(casualty), and health, ^Life* insur- 
ance agents, sometimes called life 
underwriters, offer policies that pay- 
survivors when a policyholder dies, 
Depending on the policyholder's fn- 
dividual' circumstances* a life, policy 
can be designed to^ provide retire- 
ment; income, fundi for the educa- 
tion of children, or other benefits, 
Casualty insurance agents sell poli- 
ces that protect individual pql- 
icyholders front financial losses as a 
result of automobile accidents, fire 
or theft, or other losses. They also 
sell industrial or commercial lines, 
such as workers' compensation, 
product liability* or medical malprac- 
tice insurance. Health insurance poli- 
cies offer protection against the costs 
of hospital and 'medical care or loss 
of income due, to illness or injury* 
and many life and casualty agents of- 
fer health insurance in addition to 
other lines, Niany agents also offer 
securities, such as mutual fund shares 
or variable annuities. 

An insurance agent may be either 
an insurance company employee or 



an independent business person ia- 
thonzed to" represent one insurance 
company or more. Briars are not 
arnder exclusive epmraet *with any 
single company; instead, th%y place 

* policies directly with the company 
that best meets a client *s needs. Oth- 
erwise, agents and brokers do much 
the same kind of work, 

. They spend most of their time dis- 
cussing insurance needs with pro- 
spective and existing customers. 
Some time must be spent in office - 
work to s prepare reports, maintain 
records, plan insurance programs 
that are tailored to prospects 1 needs, 
and draw up lists of prospective cus- 
tomers. Specialists in group policies 
may help an employers accountants 
set up a system of payrolf deductions 
for employees, covered by the policy, 

Places of Employment 

About 465,000 agents and brokers 
so A)* insurance full time in 19,76. In 
addition, thousands of others worked 
part time. About half of the agents 
and brokers specialized in life insur- 
ance; the rest, in some type of prop- 
erty/liability insurance. A growing 
number of agents (called multi-line 
agents) offer both life and property* 
liability policies to their customers. 

Agents and brokers are employed 
in cities and towns throughout the 
country, but most work near large 
population centers. 

9t~ ■ : r ' 
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(D.O.T, 250.258) 




Nature of the Work 

Insurance agents and brokers sell 
policies thaj protect individuals and 
businesses against future losses and 
financial pressures They may help 
plan financial protection to meet the 




Insurance agents plan insurant** program* that are Ullorad im pro»p*cta' n*ada. 
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Training, Oth*r Qualifications, 
and Advancement 

Although many employM prefer 
college graduates for job^^ing in- 
aurance, most will hire high school 
gg&duates with potential or proven 
Mies ability, College training may 
help the agent grasp the fundamen- 
tals and procedures of insurance sell- 
ing more quickly, -Courses in ac- 
counting, economics, finance, 
business law, and insurance subjects 
are helpful 

AH agents and most brokers -must 
obtain m license in the State where 
they plan to sell insurance. En most 
States* licenses are issued only to 
applicants who pass written examina- 
tions covering insurance fundamen- 
tals and the State insurance laws, 
Agenfs who plan to sell mutual fund 
shires and other securities also must 
be licensed by the State, New agents 
usually receive training at the agen- 
cies where they will work and fre- . 
quently also at the insurance cornpa 
ny's home office. Beginners 
sometimes attend company-spon- 
sored classes to prepare for examina- 
tions. Others study on their own and 
accompany experienced sales work- 
ers when they call on prospective cli- 
ents. 

Agents and brokers can broaden 
their knowledge of the insurance 
business by taking courses at colleges 
arid universities and attending insti- 
tutes, conferences, and seminars 
sponsored by insurance organiza- 
tions. The Life Underwriter Training 
Council (LUTC) awards a diploma 
in life insurance marketing to agents 
who successfully complete the Coun- 
cirs 2-year life program. There is 
also a course in health insurance. As 
agents or brokers gain experience 
and knowledge, they can qualify for 
the Chartered Life Underwriter 
(CLIJ) designation by passing a se- 
ries of examinations given by the 
American College of Bryn Mawr, Pa, 
111 much the samlf ? w1yC| a property- 
liability agent can qualify foi the 
Chartered Property Casualty Under- 
writer (CPCU) designation by pass- 
ing a series of examinations given by 
the American Institute for Property 
and Liability Underwriters. The CLU 
and CPCU designations are recog- 



nized marks of achievement in their g^rcial coverage, such as product li 

respective fields. ' * — 

Agents knd breakers should be en- 



thusiastic, self-confident, and able to 
communicate effectively. Because 
agents usually work withouf supervi- 
sion, they need initiative to locate 
new prospects, For this reason, many 
employers seek people who have 
Been successful in other jobs, 

Insurance agents who show unusu- 
al sales ability and leadership may 
become a sales' manager in a local 
office or assume a managerial job* in 
a home office, A few agents may ad- insurance sales 
vance to top positions as agency su- 
perintendents or company ^se-presi- 
dents, Many who have builrnip a 
good clientele prefer to remain in 
saleswork. Some, particularly in the 
property-liability field, eventually es- 
tablish their own independent agen- 
cies or brokerage firms, 



abillfjf and workers 'compensation, 
are expanded. ' ■ , .-• 

However, employment of agents 
and brokers will not keep pace with 
the rising level of insurance sales 



;ause more policies will be sold to 
groups and by^mail. In auction, each 
ag€fit should be able to handle more 
business as computers take over 
some of the time-consuming clerical 
tasks. The trend toward multi-line 
agents also will cause employment to 
rise-more slowly than the volume of 



Earnings ind Working 
Conditions 

\ 

Beginners in this oeeij pation often 
rate salary 
he business 



Employment Outlook 

Employment of insurance agents 
and brokers is expected to grow 
about as fast as the average for all 
occupations through the mid-1980-s 
as the volume of insurance sales con- 
tinues to expand Mirny additional 
jobs will open as agents and brokers 
d\tl retire, or leave their jobs to seek 
other work. Due to the highly com- 
petitive nature of insurance selling, 
many beginners leave the field be- 
cause they are unable to establish a 
sufficiently large\ clientele. There* 
fore, opportunities should be quite 
favorable for ambitious people who 
enjoy saleswork. 

Future demand for agents and 
brokers depends on the volume of 
insurance sales. Volume should in- 
crease rapidly over the next decade 
as a larger proportion of the popula- 
tion enters the period of peak earn- 
ings and family responsibilities. Life 
insurance sales should grow as more 
families select policies designed to 
provide educational funds for their 
children and retirement income. Ris- 
ing incomes also may stimulate the 
sales of equity products such as mu- 
tual funds, variable annuities, and 
other investments, Sales of property- 
liability insurance should rise as 
more consumer purchases are in- 
sured and as complex types of corn- 



are guaranteed a mod 
while they are learning 
and building a clientele^ In many 
large companies, new agdats receive 
about ittuO a month during this train- 
ing period, which can last up y /tjo 6 
months or longer, Thereafter, most 
agents are paid on^a commission ba- 
sis, The size of the commission de- 
pends on the type and amount of in- 
surance sold, and whether the 
transaction is a new policy or a re- 
newal. After a few years, an agent's 
commissions on new policies and re- 
newals may range from $12,000 to 
$20,000 annually. There is virtually 
no limit on what an agent can earn, 
however. Thousands of established 
agents and brokers earn more than 
$30,000 a year, and many highly suc- 
cessful ones earn more than 
$100,000 a year. 

Agents and brokers generally pay 
their own automobile and traveling 
expenses. In addition, those who own 
and operate independent businesses 
must pay office rent, clerical salaries, 
and other operating expenses out of 
their earnings, 

Although insurance agents usually 
are free to arrange their own hours of 
work, they often schedule appoint- 
ments during evenings and weekends 
for the convenience of clients, Some 
agents work more than the custom- 
ary 40 hours a week, (See the state- 
ment on the Insurance Industry for 
more information about work in life 
and property-liability companies,) 
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Source* of Additional - 

(ntofinfrtloii * 

* ;:. ■ ■ *'.,-".■ 

1 General occupational information 
about insurance agenti and brokers 
u ayailablf front tK# home office of 
many lift and property-iiabiHiy insur- 
ance companies. Information on 
State licensing requirement* may be 
obtained from tto department of in- 
surancc at any Stats capital. 

Information about a career as a life 
insurance agent also is available 
from; 

American Council of Life Insurance, 1850 K 
St,« tiW. r Washington, DC, 20006. 

The Nsuenal Association of Life Underwrite 
' ers, 1921 F St., NW., Washington, D.C 
20006, * 

For carter information on ^proper- 
ty/liability agents, contact: 

Inuifafiee InfoimtUon Institute, 1 10 William 
St M Hew York, N,Y, 10038, 

Nitionsl Association of Insurance Agents, 

* Inc., 85 John Sr, New York, N Y. 10038, 

4 

American Mutual Insurance Alliance, 20 N. 
Wicker Dr, Chicago, III. 60606. 

The Mat ion a) Assoc iation of Independent In- 
lureri. Public Relations Department, 
2600 River Rd ., Dei Plaines, 111. 60018, 




MANUFACTURERS' SALES 
WORKERS 

(DOT, 260. through 298.458) 

Nature of the Work 

Practically all manufacturers — 
whether they make computers or can 
openers — employ sales workers. 
Manufacturers' sales workers sell 
mainly to other businesses— facto- 
ries, railroads, banks, wholesalers, 
and retailers. They also sell to hospi- 
tals, schools, libraries, and other in- 
stitutions. 

Most manufacturers* sales workers 
sell nontechnical products. They 
must be well informed about their 
firms* products and also about the 
special requirements of therr custom- 
ers, When sales workers visit firms in 
their^ territory, they use an approach 
adapted to the particular line of mer- 
chandise, A sales worker who han- 
dles crackers or cookies, for exam- 



MaXufacturar** ■«!•• worfcar takes Mar for iinin ♦qutpntant from department alar* 

photo supplies buyar. * 



pie, eniphasizes the wholespmeness, 
attractive packaging, and variety of 
.these products. Sometimes sales 
workers promote their products by 
displays in hotete and conferences 
with wholesalers and other custom- 
ers. 

Sales workers who deal in highly 
technical products, such as electron* 
ic equipment, often are called sales 
engineers or industrial sales workers. 
In addition to having a thorough 
knowledge of*their firms* products, 
they must be able to help prospective 
buyers with technical problems. For 
example, they may try to determine 
the proper materials and equipment 
for a firm's manufacturing process. 
They then present this information to 
company officials and try to negoti- 
ate a sale, which may take many 
months. Often, sales engineers work 
with ihe researeh-and-q^evelopment 
departments of their own companies 
to devite ways to adapt products to s 
customer's specialized needs. Sales 
workers avho handle technical prod- 
ucts somatimes train their customers* 
employees in the operation and 
maintenance of new equipment, and 
make frequent return visits to be cer- 
tain that \i\s giving the desired ser 
vice. 



Although manufacturers' sales 
workers spend 1 most of their tiine 
visiting prospective customers, |bey 
also do paperwork, including reports 
on sales prospects or customers' 
credit ratings. In addition, they a&ust 
plan their work schedules, draw up 
lists of prospects, make appoint- 
ments, handle some correspondence, 
and study literature relating to their 
products, 

Places of Employment 

Over 360,000 people were manu- 
facturers' sales workers in 1976, 
About 15,000 were sales engineers. 
Some work out of their company's 
home office, often located at a manu- 
facturing plant, The majority, how- 
ever, work out of branch offices, usu» 
ally in big cities near prospective 
customers. 

More sales workers are employed 
by companies that produce food 
products than by any other industry. 
Large numbers also work in -the 
printing and publishing, chemical, 
fabricated metal products; and elec- 
trical and other machinery indus- 
tries, Most sales engineers work for 
companies that produce heav^ ma- 
chinery, transportation equipment, 
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fabricated m#tiil products, and pro- 
faaiW anfl *c\tpbt\c instruments 

. . f ttftiiifl, Wfi*r Qujdtflcatiorta, 
* • »f»d Adv%ric%m%nt 

AltHoUgh $ College degree b in- 
M8&iA|ly desirable, the type and 
fev^l of education £ saiga worker 
flaedl d^P^nd largely on the product 
and market 

Manufacturers of nontechnical 
product* often Wire college graduates 
who H^ve % degree in liberal arts or 
busing administration. Some posb 
tion*. however, require specialised 
'tasiisitfg* Dfiii salts workers, also 
known a* pharmaceutic a! detailefs, 
usually need training at a college of 
pharmacy/ Manufacturers of electri- 
cal equipment, heavy machinery, and 
tome type* of chemicals prefer to 
hire people who have studied engi- 
neering or chemistry, (Information 
on €h#tfitstst engineers* and others 
with the technical training suitable 
for work 4£ manufacturers * tales 
workers is liven eJiewhere in the 
Handbook j 

Beginning sales workers may take 
specialised^ training before they start 
on the job- Some companies, espe- 
cially those that manufacture com- 
plex technical products, have formal 
training programs that last 2 years or 
longer, in some of these programs, 
trainees rotate among jobs in several 
departments of the plant and office 
to learn all phases of production, in- 
stallation* and distribution of the 
product. Other trainees take formal 
class instruction at the plant, fol- 
lowed by on-the-job training in a 
branch office under the supervision a 
field sales manager 

■A pleasant personality and appear- 
ance, and the ability to meet and get 
along well with many types of people 
are important. Because sales workers 
may have to Walk or stand for Jong 

triods or carry product samples, 
me physical stamina is necessary. 
As in most selling jobs, arithmetic 
skills are an asset* 

Sales representatives who have 
good tales record and leadership 
ability may advance to sales supervi- 
sors, branch managers* or district 
managers- Those with managerial 
ability eventually may advance to 
sales manager or other executive po. 



sitions; many tpp executive' jobs in ict sold. Bonus payments' may de- 
industry are filled by people who pend on individual performance, on 
'started as sales workers, r--=r , * performance of all sales workers in 
Because of frequent contact with the group or district, or on the coin- 
business people in other firms, sales pany's sales. Some firms pay annual 
workers often are able td if ransfer to bonuses; others otter bonuses as in- 
other jobs. Some go into business for centive payments oh a quarterly or 
themselves as independent represen- , monthly basis. * 
tatives. Other experienced sales Some manufacturers* sales work- 
workers find opportunities in adver- ers have large territories and do cpn- 
* tising and marketing research, si durable traveling. Others usually 

' • work in the neighborhood of their 

Employment Outlook "home base." When on business^ 

trips, sales workers are reimbursed 
Employment in this field is expect- for expenses such as transportation 
ed to grow about as fast as the aver- and hotels. Some companies provide - 
age for all occupations, growth will a caj: or pay a mileage allowance to 
occur because or* the rising demand sales workers whq use their own cars, 
for technical products and the result- Manufacturers* sales workers call 
ing need for trained sales workers. In at the time most convenient to eus- 
addition, industrial firms, chain tomers and may have to travel at 
stores, and institutions that purchase Jiight or on weekends. Frequently, 
large .quantities pf goods at one time they spend eveningstywriting reports, 
frequently buy directly from the However, some plan their schedules 
manufacturer. The need* for sales for time off when they want it. Most 
workers will increase as manufacture sales workers who are not paid a 
ers emphasize sales activities to com- straight commission receive 2 to 4 
pete for the growing number of these weeks 9 paid vacation, depending on 
valuable accounts/ their length of service, They usually 

share in company benefits, including 
Earnings and Working yfi c insurance, pensions, and hospital, 

Condition* ' yWgical, and medical benefits 

According to the limited inform a- Sourest of Additional 

- ■ - - i ■ - ■ ■ 

tion available, salaries for inexperi- Information 

enced sales workers ranged from 

$6,000 to over $24,000, a* year in For morc information on the occu- 

1 976, exclusive of commissions and P ation of manufacturers' sales work- 

bonuses. The highest starting' salaries ar * wrtt€ / 

generally were paid by manuifactur- Satei and Marketing Exec uti vet International, 

ers of electrical equipment, food C * recr Education Division, 380 Using* 

j Mbj * ton Ave M New York, N.Y, 10017. 

products, and rubber goods, The av- 
erage experienced sales worker Manufacturer 1 ! Agtnti National Awocation, 
. * , £\« , (t . AAA , . P.O. Box 16878, Irvine, Cal. 92713. 

earned between $17,000 and 

$30,000 in 1976, depending upon — ^— — — — — 

the firm and its product. The highest * 
paid sales workers sometimes earned 

upwards of $40,000 and $5&,ooo. REAL ESTATE AGENTS 

Some manufacturing concerns pay Aain HPnif£DQ 

experienced sales workers a straight _ AND dKUKcRo 

commission, based on their dollar 

amount of sales (as in the case of (D.O.T. 250,358) 
independent representatives); others 
pay a fixed salary. The < majority, 

however, use a combination of salary Nature of tha Work 

and commission, salary and bonus, or J 

salary, commission, and bonus. Com- Real estate agents and brokers rep- 

missions vary according to die sales resent property owners in selling or 

workers* efforts and ability, the com- renting their properties, Brokers who 

mission rate, the location of their belong 00 the National Association of 

sales territory, and the type of prod- Realtors receive the title, "Realtor;" 
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her of people licensed to sell totaled 
about 1,5 million in 1976, according 
to the National Association of Real 
Estate License Law Officials. 

Most rial estate firms are relative- 
ly small; indeed, some brokers oper- 
' ate a one-person business. Some 
large firms have several hundred real 
estate ^pents operating out of many 
branch offices. Most sales workers, 
however/ work' in firms with no more 
than 5 W 10 other agents. Arrowing 
number of brokers, currently about 1 
In 5, have entered into franchise 
agreements with national or regional 
real estate organizations. Under this 
type of arrangement, similar to many 
fast-food restaurant operations* the 
broker pays a fee in exchange for the 
privilege of using the more widely 
known name of the parent organiza- 
tion. Although franchised brokers of- 
ten receive help in training salespeo- 
ple and in running their* offices, they 
bear the ultimate responsibility for 
the success or failure pi the firm. 

Real estate is sold in all areas, but 
employment is concentrated in large 
urban areas and in smaller but rapid- 
ly growing communities. 

Training, Other Qualifications, 
and Advancement 

Real estate agents and brokers 
must be licensed in every State and in 
the District of Columbia, All States 
require prospective agents to be a 
high school graduate, be at least IS 
years old, and pass a written test. The 
examination— more comprehensive 
for brokers than for agents— includes 
questions on basic real estate trans- 
actions and on laws affecting the sale 
of property. Most States require can- 
didates for the general sales license 
to complete 30 hours of classroom 
instruction and those seeking the 
broker's license to complete 90 
hours of formal training in addition 
to a specified amount of experience 
in selling real estate (generally 1 to 3 
years), Some States waive the experi- 
ence requirements for the broker's 
license for applicants who. have a 
bachelors degree in real estate, State 
licenses usually can be renewed an- 
nually without reexamination, . 

As real estate transactions have 
become more complex, many of the 
large firms have turned to college counseling. 



graduates to fill sales positions, A 
large number of agents hkvfe some 
college training and the number of 
college graduates selling rgal estate 
has risen substantially in recent 
years. However, personality traits are 
fully as important as academic back- 
ground. Brokers look for applicants 
who possess such characteristics as 4 a 
pleasant personality, honesty, and a 
neat appearance*! Maturity, tact, and 
enthusiasm for the job are required 
in 'order to motivate prospective cus- 
tomers in this keenly competitive 
field. Agents also should have a good 
memory for names and faces and 
business details such as taxes, zoning 
regulations, and local land-use laws, 
Young men and women interested 
in beginning jobs as real estate agents 
often apply in their own communi- 
ties where their knowledge, of local 
neighborhoods is an advantage. The 
beginner usually learns the practical t 

aspects of the job under the direction- b ' ,c M^upm our society and the one 



Employment Outlook 

Employment of real estate agents 
and brokers is*expected to rise faster 
than the average for all occupations 
< in order to satisfy a growing demand 
for housing and other properties. In 
addition to opportunities that result 
from this growth, many openings will 
occur each year as y/otjeers die, re- 
tire, or {Cave for other reasons, Re- 
placement needs are hi£h because a 
relatively large number of people 
transfer to other work after a short 
time selling real estate. 
The favorable outlook for employ- 
*ment in this field will stem primarily 
From increased demand for home 
purchases and cental units, Shifts in 
the age distribution of the population 
over the next decade will result in a 
larger number of young adults with 
careers and family responsibilities. 
This is the most geographically mo- 



of ap experienced agent. 

Many firms offer formal training 
programs, for both beginners and ex- 
perienced agents. About 360 univer- 
sities, colleges, and junior colleges 
offer courses in real estate. At some, 
a student can earn an associate's or 
bachelor's degree with a major in 
,real estate; several offer advanced 
degrees, Many local real estate 
boards that are members of the Na- 
tional Association of Realtors spon- 
sor dourses covering the fundamen- 
tals and legal aspects of the field. 
Advanced courses in appraisal, mort- 
gage financing, and property devel- 
opment and management alio are 
available through various National 
Association affiliates. 

Trained and experienced agents 
can advance in many large firms to 
sales or general manager, Persons 
who have received their broker's li- 
cense may open their own offices. 
Training and experience in estimat 



that traditionally makes the bulk of 
home purchases, As their incomes 
rise, these families also can be ex- 
pected to purchase larger homes and . 
vacation properties, During periods 
of declining economic activity and* 
tight credit, the volume of sales and ' 
the resulting demand' for saleswork- 
ers may decline, During these peri- * 
bds, the number of persons seeking 
sales positions may outnumber open- 
ings. Over, the long run, however, the 
outlook for salespeople is excellent. 

'Many job opportunities should oc- 
cur for both college graduates and '* 
mature workers transferring from 
other kinds of saleswork. This field 
will remain highly competitive and 
prospects will be best for well- 
trained, ambitious people who enjoy 
selling, The proportion of part-time 
real estate agents has declined in re- 
cent years as brokers have demanded 
greater skill and professionalism 
from those selling real estate. This 



ing property value can lead to work dcc,inc »• expected to continue M 

agents need mpre specialized knowl- 
edge to handle real estate transac- 
tions. 



as a real estate appraiser, and people 
familiar with operating and maintain- 
ing rental properties fnay specialize 
in property management. Those who 
gain general experience in real es- 
tate, and a thorough knowledge of 
business conditions, and property val- 
ues in their localities, may enter 

mortgage financing or; real estate estate agents work fogt a salary, The 

rate of commission varies according 



Earning* and Working 
Conditions 

Commissions on sales are the main 
ource of earnings^- very few real 
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to ihg type of property. and its value; 
the p€rcentag€ paid on ihm sale of 
farm and commercial properties or 
unimpr&v^d land usually km higher 
than that paid for selling a home. 

Conimisiiofii maj be divided 
arnong several igentm in a real estate 
firm. The person who obtains the 
listing oft^pii r^cei^vis a part **/hert the 
property is sold; the broker who 
makes the sale" either gets the rest of 
the coitiin ission or shares it wirti the 
agent who handles the ^transaction. 
AJthowgh an agent's shar^ varies 
greatly from one firm to another, 
often it \m about half of the total 
amount ft* ceiled by the firm, 

Earnings of fulUtlme real estate 
agents averaged abcut $1 3,700 a 
year in 1916, accord ing to estimates 
based on a survey conduct the 
National Association of Realtors, 
agents working fewer than 30 hours a 
week averaged $3,40 C. Nian>£Xperi- 
crced re^al estate agents earn 
$40,000 a year or more. According 
to the Sam e surve y estirri ates * f e al es= 
tate broke rs earned about $ 27,000 a 
year in 1<?76. Full-time agents earn 
one and orte-half tines as much and 
brokers e^rn nearly three lime* as 
much as average earriingsfu r all n**n 
siipervisor^ workers in private indus 
try, esceept farming. 

Income usually tBiwreasea as ait 

agent gains experience, but mdivid= 
ual ahility , econo mie coiidition^, and 
the type and location of the property 
also saffec t carni tigs. S^les workers 
who are active in conim unity organi- 
zations and local real estate boards 
can r^roacJen their contacts and in- 
creases them earnings, A beginner's 
earnings often arc irregular because 
a few wee Its or c ven month* may go 
by without a sale Although some 
broke rs allow an agent a drawing ac^ 
gount against future earnings, this 
practice is not usual with new em- 
ployees, The beginner, ttmereiore, 
should have enough money to live on 
until commissions increase 

Brokers provide office space, but 
agents generally furnisn their own 
autornobiles. Agents and broke rs of- 
ten work in the evenings and during 
weekends to suit the convenience of 
customers. Some firms* especially 
the large ones, furnish group life, 
health, and accident insurance, j 



Sources of Additional 
Information 

Details on licensing requirements 
for real estate agents and broken a re 
available from most loft al real estate 
organizations or from me real estate 
commission or board located inea^h 
State capital Many States can fur- 
nish manuals helpful to applicants 
who are preparing for the required 
written exarni nations . 

For more information about o p 
po rtunitics in real estate wo»rk, as 
well as a list of colleges and umiver^i- 
ties offering courses in this field, c© n« 
taet: 

National Aisoeiation of Realters, 430 N. 
Michigin Avt., Chicago, Illinois 606 fi, 



RETAIL TRADE SALES 
WORKERS 

(D O, I 260, through 290^77) 

Nature of th« Vfork 

iu* &ucc*ss uf any retail business 
penU^ largely on its sales workers, 
CtJurteoiJs and efficient service from 
behind the counter or on the sal cs 



floor does much to satisfy customers 
and build a store's reputation* Even 
though contact with custo'rn^rs is a 
part of all sales joh^, the duties, skills, 
and responslbil ities of sales workers 
art as d iffe rent as the kinds of mer- 
chandise they &elK 

In selling items ,sucrt as furniture* 
electrical appliances, or cloth ing, the 
sales worker's primary jot) is to cre- 
ate an interest in the merchanoise. 
The sales worker may answer ques- 
tions about the censtrueUion of art 
article, demonstrate its use, and show 
various models and cclors, Iti seme 
stores, special knowledge or skills 
may be needed to sell the merchan- 
dise. In a pet shop, for example, the 
sales worker srtould know about the 
care and feeding of animals. People 
-who sell standardized articles, suqh 
as many items in hardware and drug- 
stores, often do little more than take 
payments and ^vrap customers' pur- 
chases, (In supermarktts and some 
drugstoreSi cashier! wrap cr bag pur- 
chases, receive payments* and make 
change. See statement elsewhere in 
the Handbook on cashiers,) 

In addition to selling, most retail 
sales workers make out sales or 
charge slips, receive cash payments, 
and give change and receipts. They 
also handle returns and exchanges of 
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merchandise and keep their ^ork coitibiTSes full-time employ merit with P *omote d to jobs as buyers, depart* 



areas neat. In small stores, they may 
help order merchandise, stock 
shelves or racits, mark" price tags, 
take inventory, and prepare displays 
(Rou|e*drivers, who sell bread, miller, 
and other products directly to cus- 
tomers on a regular route, are di* 
cussed elsewhere in the Handbook. ) 

Places of Employ mm ml 

In 1976 ? mure than 21 million 
sales workers were employed in retail 
businesses. They worked in stores 
ranging from the small drug yj 
eery store employing onm p^rt time 
sales clerk to the giant cJepaiiimient 
store that haa- hundreds of sales 
worHcr% They w«u worked k*i door^ 
tu dour sales companies tttid mail or 
clef houses The largest employers ot 
retail trade sales workers are depart 
merit stores and those selling general 
merchandise apparel an*J tt ^e a&o 
ries t and food f 

Although SsiUa J^jLs twunU liS 

almost every cornrnuri uy, most sales 

workcis tiiiployed in t« { g« titles 
and nearby Aubuiban aie^ii 

liSlitfliy Utlt»> j>)l(l<^|f : . 
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Those without a high s<i.o*jI d j, kjim, 

tan tfUu find Jwbs allliuugfi ihe; * «nk 
permit l equWeihcjl LUinpI L*L< a thy 

age 

llitf country Lav Jisl I bull* t. 
tlofi programs (Jcrieiih) *jy. , &|&Llllg 
of a cooperative a rrangu iik * U tjt 
tween school and business ^oni m,i m 
ty, these programs alio w & tud e ki 
work pait time at local 3 to>res while 
taking courses in ineichdno1i*ii*g eii, 
COuntlilg. and *>thei ^sptcls uf *ei^il 
ing. The expurieric*; and e=du^aii*jii 
gained can improve «jne\ fno&p&^ia 
for permanent emplwyrneni 

Many distributive uiuci* ti.,t. ,, 5 
giarns Cater to adult arid conti * ui*i b 
education In addition, one federally 
funded project called "70 00 1 " fo 
coses on the needs of J isad van laged 
youth and high school d ropouts> Op 
crating out of school districts and 
colleges across the Nation, ""70,1)0 1 " 



part-time instruction after hours,, * merit managers, or store ^managers. 

Many 'high school and , colleges Others, particularly in large stores, 
have a chapterof Distributive Educa- t"ay advance to administrative work 

Mn areas such as personnel or adver- 
tising, Opportunities for advan ce- 
ment are limited in small stores 
where one person, often the owner, 
does most managerial work. Retail 
se llinj experience may be an asset In 
qualiifyingfor s&lei work wjth whole- 
sa lers or manufacturers. 

Employment Outlook 

Retail trad e selling will continue to 
be an excellent source of job oppor- 
iu*iiti es for high school graduates 
even thoLL|h employrrient is expected 
to^ inorea^e more; slowly than the av- 
erisige for ail occupations through the 
rni4l I 980 \ In addition to full time 
jobs, there yill be many opportuni- 
ties fc*r pan-time workers, as well as 
fur te mpc^rary workers during peak 
selling period a such a 3 lhe> Christmas 
season, Prospects aie expected to be 
good because retail selling is a large 
0c^upatio>n *and turnover! is higjh 
Most Openings will occur as c^peri 
enoed full an^p^rtiime sales work 
sis Uave t heir jobs 

t^ISlSig sales VOlUjaii hm^i 

.i^ffe rmoin s will increase ,tic u^sd fpi 
sal^s ivork«rs Sales employment will 
iuwffCase nioi*_ slowly thai the vqL 
umc of sa les. however, as self ser 
vlt * ^aj ; the in nio^i 

tutiiJjLc^rcs Is thtena*5J to 4r»*^. va 
iiciy mud uiU iii kinds (J „k>ies At 
the Mine uhiis iiaing uic*iii»e le cla 
■iirt^ iricre^ae Uic deb>ian<J fo» **fjig 
tkk=wi !I Itenss. duel* as UlevuiOii sets, 
that i^qulie the sales wot k( i to 
apcn.i d gc**jJ Jeal of tin.c with w^h 

fctiSl UM CI 



tior Clubs of A, m eric a (DEC^), s a 
service or^an Nation dedicated to the 
goals of distributive education and 
good citizenship, 0 EC A rrvembbrs-- 
Studenlsand faculty rmin their loc^al 
chapter, e lect officers, and) plan arid 
parties pale- in activities xjn the lu^al. 
Slate, and national levels 

Persons in tele sled in s^ita ta 
should apply to the personnel orfic-cs 
of large retail stores* where they a re 
likely to be iritervievwed and , in syme 
cases. |iven an aptiWie test Em- 
pli>>ci» yisfci ih^se >^hc* enjoy v%ark = 
ing with people and hav e the tiict to 
deal ^ItK different perscmal itie s 
Amcug utlier desirable LharaQieris 
tics aic an iiicciest in a*ilcs wQ>rk t a 
f)lci»sani p^fSL*nal ily r a neat appear 
iincc.afid the nihility to communicate 
feisi^ily Piospewtlvc les wuike rs 
shuiild als^j be w llll i.g tu & 4an*J fcjr 

long pt riods 

\ih lit ciity SiiBiilI sUiita iifs £f± pet I 

- -^-l e; mpijyee u * the p».)pricloi iri 
SOu^U E\cw ly h ired saks personnel iii 
i link ln^ uii L slips ai*d ijjjer^Un^ 

I he tdi 1) i ^gi^Ui lli Ulggi 3l4JleS 

i ui^iiig, ,.i y(jr*nia ai likely t*j b*s 
r»ioi^ fo.mal and t, ? iiiLlode spe&ial- 

i^ fe d ^uluhig lu 3 t lll**g In piytJ 

L*Cl3 

Ilk . Sj* ,, fc ,J , 

i I t * lit I 1( 3 lu ( fcjj 

li 3 utJl..>«4 and >lhei ,i e 

p cjiti iick»ut nc; rc <i < jstUi.ic r iucda 
1 1 tilt £43& lal^iiuc A 3 itiey' ^alii tiJJfil 
y Ji^c an«J i|U> s liy _ diey fSlyVi*- Uj pti 
sitlui s t >J gi c d iei i ispuiisibili ^ell 
iiig ! b i^ lie kit it e His largt^ 
&|jpii ^iii^ es turiilU^it iu^s, ^nd ih*s 
like usually ret^uiit^ il^ n*ust 
kouwktljjc of *he product aiid the? 
giedtcsl [ulziiL f u ^ |Jeis Uiia lun U* 
tiicsfc Jc|. f 4f t iite j as uiig finds tile iti.t&L 
e^pei ieii^eJ ^miJ the hl^^lejl p^ld 
)« left wu« kci 3 

Kc *all Jcllli,^ », ^m^*,,. (i i ii ( ^ 

i s a I IskJa Iii w m k ti ti bit eill h> tea 
lit a] ^dv iLiwt L^i c, Ji buti e jtjbs ic 

ci ally hirt college graduates aa in an 
ageiiifeiu tiaitieea, this is not the only 
way t*j rn ijye into jobs at ihi* /n ahage 
nkent l&vs! sJorne ^al*^a vk/oik^rs are 
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*» ii-Ua positions n^t c4J?etf,d hy 
. cor, cracts was the Federal 

i nun (i n in wage, * 2 30 an lix 
c^inp ted were e,npluy4es of cUain 
flrrn^ oi ii^dependent stu*ei doing 
EhiMi $2 50,000 wot th of btiSiness 
per year In stores wh^re it applies, 
ttie niiriimuiii wage covers parMime 
*na tempo raiy as well as full time 
e; mployees. 
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Stores in rraj&r cities usually are 
covered by union con tracts, M ost 
agreements provide for a prog r ess i ve 
pavsc^le bas^d upon experience and 
length of employ inert Straight 
hourly wages ranged from $230 for a 
beginning full-time clerk to $4 . 37 for 
an ^jfrlenccd full-time dark in 

In addition to their salary, some 
sales workers receive commissions — 
that is, a percentage of t he sales th cy 
make. Still others arc paid a straight 
commission alone. Those paid only 
by eommissioti may find their earn 
ings greatly affected by ups and 
do^vns in the economy. Earnings are 
likely to be r»igri<st in jobe that re- 
quirt spec ial s-kill in dealing withe us 
tomers or technical k no w ledge of the 
merchandise ^old ^mong the high- 
est paid are people who sell auloino 
biles, major appliances, and furni 
ture. On the average, retail trade 
sales tvorkeft earn afeou i a» ni*Jch as 
nomsupervisor7 w ork ers in priv ate in 
dustry, except farming. 

Sales workers i n many letdil stu res 
may buy merchandise at a dis^uuiu 
often front 10 it? 23 peic&nt beltjw 
regular prices I " his s privilege sonic 
times is e jttermucti to the ernpioye^'a 
family Some sUJie^. cs^cwially i lit 
large o«ef, pa pallor pa ft of the ^ ost 

of Sue ^1 e rliplo^ecs b&ilc f lla lita lii 

iurancc, health imuranc e, etna a p*sn 

Mill * > £ i ftln*» - 

a 5 day 40 hfcOUI wcicl although in 

some stores tlie sstaridar*l vworkwt *k 
is longer Because S**iuf day u a bwsy 
day in retailing, «niplt>yeo4 ^u**lly 
work that dajf a* id have a weekday 
ofF^ Longer ttiari normal h<juf& iriay 
be scheduled before Ctiiistmrfa ai)d 
during other peak periods, and em 
ployees v^ho work overtime receive 
sd^itic*nal payor m eqi* al sniouat uf 
time o>tff durirag siaei^ pc ru><J$ Son ie, 
especially thorn employed b> stores 
in suburban shopping centers regu 
larly vvorfc otfie evening or n\ot& a 
week. 

Part time w *jikci 3 ^iuiaJi) 

work during tlie store's pea** bourn u! 
business— day tlrrie rush hours, eve- 
nings* and weekends. 

Sales werkers in retail t*s»de usual- 
ly worfc in clean, we iMighted places, 
and many stores art air-conditioned 



Some jobs, however, require work 
outside the store, h kitchen equip* 
rrtent sales worker may visit prospec- 
tHe c liitomers at their homes, for ex= 
ample, to help them plan 
renovations, and a used-car sales 
worker may spend much time at an 
outdoor lot. 

Sources of Additional 
Information 

Information about yare^rs ir* retail 
skak% is available from, 

# Tlic M ational Retail Merchant A^sspciatiun, 
I CM W 31 si St , New York, N Y 1 000 1 

Additional information on careers 
in retailing may be obtained from the 
personnel offices of local stores; 
from Stale merchants* associations; 
or fr^Jin local unions of the Retail 
Clerics International Association 

Infcnfiation on distributive educa= 
n*)n programs may be obtained from 
y<jui Slate employment service or by 
w ritii ig i<j i 

U nitetf SlaU* Unite t^f tdutaiiun, Division of 
ViJtalioni&I/Tcthriical Education, Wash 
i.^iw. D C 202O2 

t iOgi «m lit yuul Willi, 

/O.UUi 1!i : ,IilJ K»l>*v M bul|Jt.,fe i3i 
C 4 r.*, mi Hilt New^n. Del tWii 



<i t .*l,i4l I**, ihci , -i 

iL.es thiuu^fi th* rou, iJrtt 
. I ai.o deliver ih©Sr products In 
f*;i ihtae workers sometimes are 
kno^n as driver s^les workers or 
route saleb workers. Through their 
s^lliri^ ability, route drivers increase 
sales to existing customers and gain 
additional business by finding new 
cMsiomers within ifieir territufies, 
Wio. because ruuie drivers are the 
gwstOiner*s contact v*ith the corripa- 
ny ttneir reaction to complaints and 
requests for special service can make 
the difference between getting a larg- 
er order or losing a customer 
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Route d^ive^s , duties vary accord* 
ing to the industry in which they are 
employed, whether they have a retail 
or wholesale route, and the policies 
of their particular company. But, the 
following specific examples provide a 
general picture of the job. 

On a typical day, drycleanirig route 
drivers begin by picking up cleaned 
garments at the processing plant, 
Usually they load their own trucks, 
carefully arranging the racks of 
clothes, draperies, and other items in 
the order in which they will be deliv- 
ered. As they make their deliveries, 
they also pick up items customers 
want cleaned. Drivers tag these items 
so that they can be returned to the 
right owner Sometimes, they note 
the type of stains to be removed or 
special processes, such as water- 
proofing, that customers may re- 
quest, After delivering the clean gar- 
ments, drivers give each customer an 
itemized bill and collect the money 
due. Periodically, they stop at homes 
along their routes to try to sell their 
company's services. 

Many laundries rent linens, towels, 
work clothes, and other items to 
businesses Laundry route drivers 
service the^e establishments on a 
regular basis, replacing soiled items 
with freshly laundered ones. These 
route drivers keep a record of what 
they provide and must make terrain 
that stock rented out is eventually 
rstuined Although they sometimes 
solicit new business from the smaller 
establishments in their territory, the 
larger ones are contacted t>y other 
sales workeis in their company 

Wholesale bakery route drivers d© 
n^er bread, cakes* rolls, arid other 
baked goods to grocery stores. Be- 
fore siarting on their routes, they 
check to see whether the proper vari- 
ety and quantity of products have 
been loaded. Depending on how 
many items each store stocks, a driv 
er may visit from 10 to 50 grocery 
stores each day. At each stop along 
the route, drivers carry the orders of 
bread and other baktd goods into the 
store and arrange them on the dis- 
play racks. Together with the store 
owner or manager, bakery route 
drivers check the merchandise deliv- 
ered and prepare a bill. They also 
credit the store for the value of the 
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stale items lift over from the previ- 
ous delivery, • 

Bakery route drivers pay close at- 
tention to the items that are selling 
well or sitting on the shelves so that 
they can estimate the amount and 
variety of baked goods that will be 
sold by the grocery stores. This helps 
the bakery plan its nightly produc- 
tion. From time to time, the drivers 
visit growers along the^oute who are 
not customers and try to get orders 
from them. 

Vending machine route drivers 
make certain that the machines in 
factories, schools, and other build- 
ings on their routes are stocked with 
merchandise and are in good work- 
ing order. At each location, they 
check the items remaining in the ma- 
chines and remove the money that 
has been deposited in the cash boxes 
Drivers also check each vending ma 
chine' to see that merchandise and 
change are dispensed properly, and 
make minor adjustments to machines 
that are broken In addition, they 
clean machines and replace stock. 
Route drivers keep records of the 
merchandise they place in each ma- 
chine and the money they remove 
^hey may try to rind new location* 
for vending machines by visiting 
stores, factories, and other Lusiness 
es along their routes, 

Ab4Jui 2U0.00U iutiu Ji t . . * 
*4>rked t^* a **ide » add) .<( bu&i , 
n esses If i 19/6 Mos t weie t ii|jluyed 
in launditea. dairies bakciics, and 
firms thai distribute t\>od and b^ver 
ages. Because these are located in 
small towns as well as in targe eitus ? 
route driver jobs exist in ail parts of 
the country 

Training, Other Quallfi«*ii4»»* 
and Advancement 



Route drivers must be go^J «Ju 
*ers, and they also must be able r > sell 
To get people to buy, they must 
know their product or service thor- 
oughly and be able to convince oth- 
ers to give them a try. Other impor 
tan t sales qualifications are a 
pleasant voice, an ability to speak 
well, and a, neat appearance. They 
also need self-confidence, initiative, 
and tact. 



Route drivers must be able to work 
without direct supervision, do simple 
arithmetic, and write legibly. In most 
States, a route driver is required to 
have a chauffeur's license, which it a 
commercial driving permit. Informa- 
tion on this license can be obtained 
from State motor vehicle depart- 
ments. Route drivers who handle a 
great deal of money may have to be 
bonded. 

Most employers prefer their route 
drivers to be high school graduates, 
A. good driving record is important. 

Most companies give their new 
employees on-the-job training which 
varies in length and thoroughness. 
Many large companies alio have 
classes in sales techniques. 

School and -work programs in re- 
tail and wholesale merchandising are 
helpful to a person interested in en- 
tering this occupation, High school 
courses in sales techniques, public 
speaking, driver training, bookkeep- 
ing, and business arithmetic also are 
helpful Valuable experience can b# 
gained by working as a sales clerk in 
a store or by taking some other type 
of selling job 

Some people enter this occupation 

as rume driver helpers (D.O.T, 

2W 887) Helpers assist drivers with 
loading ai. d unloading the truck and 
may relieve them of some of the 
driving When openings occur, help- 
ers may be promoted to drivers. The! 
dairy and vending machine indus- 
tries, however, generally do not im= 
ploy Helpers 

Ruute driveis may be? promoted to 
lijute or sales supervisor* but these 
jobs arc relatively scarce. Advance 
men i usually is limited to moving 
from a retail to a wholesale route, 
whert earnings generally are higher. 
However, some drivers "obtain better 
paying sales jobs as a result of their 
experience in route selling, v 

employment Outlook 



Ih* total number of route drivers 
i* expected to change little through 
the mid 1980*3 Some openings for 
new workers will arise, however, as 
experienced route drivers transfer to 
other fields of work, retire, or die, 
^Applicants with sales experience and 
good driving records have the best 
chance of being hired. 



Most job opportunities will be in 
wholesale routes. Since most route 
driver jobs currently are in wholesale 
routes* openings due to turnover will 
be higher on these routes than in 1 
retail ones. In addition, employment 
of retail route drivers is expected to 
continue to decline, further limiting 
opportunities. 

Earnings and Working 
Conditions 

Most route drivers receive a mini- 
mum salary plus a percent of the 
sales they make. Thus, earnings are 
strongly affected by an individual** 
selling ability, initiative, and the rela- 
tionship he or she establishes with 
customers. Wholesale route drivers 
who make deliveries to stores usually 
■ earn more than those who make de- 
liveries to homes, ' 
Retail route drivers in the dairy, 
industry employed in large cities had 
estimated weekly earnings, including 
commissions, pf $268 in 1976, Those 
on wholesale routes earned $320 per 
week. Route drivers in the baking 
and beverage industries were paid 
weekly wages averaging SlSQ plus 
commissions, according to informa- 
tion from a limited number of union 
contracts. 

The number of hours worked by 
route drivers varies. Some work only 
about 30 hours a week; others may 
work 60 hours or more depending 
upon whether they have well-estab- 
lished routes or are trying to build up 
new ones, and how ambitious ^they 
are. The number of hours worked 
may be limited by a union contract, 
although many contracts merely 
specify the earliest hour that work 
may begin and the latest quitting 
time. The hours also may vary with 
the season. During the spring-clean- 
ing season, for example, drycleaning 
route drivers may work about 60 
hours a week, but in winter they rnay 
work less than 30 hours. 

Many companies require route 
drivers to wear uniforms. Some em- 
ployers pay for the uniforms and for 
keeping them c lean. } For many route 
drivers, the fact that they do not 
work under close supervision is an 
attractive part of the job. Within cer- 
tain broad limits, they decide how 
rapidly they will work and where and 
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when they svill have a lunch or rest 
period/ A less desirable characteris- 
tic is that route drivers have to make 
deliveries in bad weather and do a 
great deal of lifting, carrying, and 
" walking. They also may have to work 
unusual hours. For example, drivers 
who have retail milk routes generally 
start to work very early in the morn- 
ing 

Many route drivers, particularly 
those who deliver bakery and dairy 
products, are members of the inter 
national Brotherhood of I canisters-. 
Chauffeurs, Warehousemen and 
Helpers of America Some belong to 
the unions which represent the plant 
workers of their ehiployers 

Soyrcet of Additional 
Information 

| t i i t J t I M 1 1 5 K 1 1 1 i I * II t i *4 i I .... f I 

iticnt opportunities. un>UL( Ujt.ai 

employers iu^t* as bake ilea Uiin Ji 'j 
and line ii supply ttiiii pahtts and 
vending frtdwhine v ^nii ponies ; o* the 
local offiCc tif ific Stale emplwy i.ieiii 
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Ual w ho invests a tc ■ h Mil li di,-. Li> , 
and the large insUlutiuii with mill -win 
to invest need suwh aei^Ues Often 
thwSC WOfkcis aie .a lit J rt-^nieteJ 
reprextftiiiiiY^i rf ltl ,^fH e * 4 ufh i.*i 

In initialing "bu; -..n i. .. •• 

d^tiunS; securities •> -mL , icUi 
orders thruygh then flima' wffn iu 
the floor of a seeuillles j^chan^c 
When thw security is traJcd in tfn= 
over the counter market lusUaJ 
they send the ordei to the fi* in s trad 
ing department lr. either g^e the 
sales worker promptly nutificii the 




p*ginnlrig «aeyritl*B ■■!«■ worker* spend much of their tlm* searching for customer* 
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In addition, th^y provide .nany ie 
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I hey Hi^iy c^J'lalO lo IK. a investois 
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litidhig, ^ a* iU_ fffei tht t. Men I 

ptele lu^iit ta! tt^sjiiaelt-ig, leviae 

jii Jiujk S jiiii) flUtiil^lal poiltcllO hi 

c h. ling securMieS: life hisuranee, ^nd 

!; tU! M, < csi IM ii 1 15 fiil the u5lMt/K i 

and aJvise on the j>uri has*, or sale of 

a p.iiH'tilyi itt.iiili) buiiic liidlvlj 

it U> u>M} ^.efei U)w^ le-!U = lnvtsi 

^ i ,. u , iiiwui. £ > lh yeats, 

t , ih t!i il^l.t ^aiil \ f uii . .it Ii. ahull 
1 4 , l * I, . UillitS U iil liwj-.tluli)' \* kM 

il.W 1. [it kly JttUiUlt j 

ti|| illfth till- I | Iial lull i. boi.lt 
[fit. ii*J v & ,i layt 5 fj.id d ISiid v a ii I i4 U * 

i } (jl investment based ,ni 
C dth pejh^n 's objectives I hey ^iso 

3*lp|Ji/ (lit. IqU il slutk alid build ^UiJ 

l^ltOl'^ wil ati^ acwiiilly In Alikn ifiw 
iiivCaU . Ok title >e at ed aL w< II aa lnfui 
illation wn the uetiviues and Hnaneia! 
posuiu »5 it l/ic wufpu atu.iib these 
ac^i «ai It lea t, i ea, ili 

Sci'Ol It ca sale a * . . , |. .. i ^ -»t .« , = . * ^ 
,n lyp^a M ±\kht\. ilkCi a llie may 
sp* eialUt, it ; type So. h «s 

Itiat liuiiui, jl ,o vc&iors r hey aUo Hidy 
^pcel4 ll^c l.i hdndlln^ only tci Uln 
kind?? of jC^nntlca su^.h as mutual 
funds So.iie h^idlc the b^lc if "new 



i^sy^s sBfch eoipoiallon .iciuil 
11 eh is&ucd fui plant expaii^lOli fuiids 

Beginning securities salea^workerH 
speiid iiioeh of then liirie seai^hsiig 
for tualomcta Once iney have estab 
llshed d ^licnlwlc. however they put 
inoie 1 1 * > i I into sei vi^-iiig cAisliii^ at 
uiuiiis laiiO It as liitt* hi eking [.c* 
u nca 

sui 9() tid() peisori^ »old s 
b f^ll iiiiic in l9?0 U ia ^aiin.fcitii 
lhai till **ddlilO»ial I OO >>0i) pt;iav>ii^ 
3Kj\d ae ulHlta l^s. ihiiti tnll Ufiit 
The ; include p&rt^.cisi ^.id t.ianeh 
^Hiti niiiriagtia U.i Litti.slllc.. tiiiiis 

hig aci^ii! hlea lO liiCll Ualuiiie.a a lid 
pdil i i in ^ mutual tu.id f t pi c j»c (i Id 

II a 

tituycJ b) I ,okci .gc tii Ai. in csi 

III en I Liitlk^ia an J lUtiltiai toil* la in 
all p.^lla ut ihc wniUlltiy Many uf 
ihi .je firms cue *y ainall Ntuai antes 
workers however, *uik loi a ant all 
number of large fiima with niaiii of 
fltcs in big lilies (especially In New 
Yuil) i> i i he appi oximaiel^ o.OUU 
bi anv h o tlicca in o I h c I aleaa 

lioU.lny Uihot QublltiCBii^Uft 

any Advancement 
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nomic conditions and trends, a cob 
lege education is increasingly impon 
Unt, especially in the larger 
securities firms This is not true, how^ 
ever, for part time work selling mu 
tual funds Although employers sel 
dam require specialized training, 
courses in business administration, 
economics, and finance are helpful 
Almost all States require persons 
who sell securities to be licensed 
State licensing requirements may in 
wlOde passing an txiim inaiu.ni and 
furnishing a personal bond In ad4i 
tion 5 salps^vorkers asually must reg 
ister as representatives of iheir firms 
according to regulations of the se^u 
rilies exchanaes, Where tht-y do busi 
ness of JttfL. Walional A ssociiiiUiii o! 
Securities^peaUrs Inc (NASI/) 
Before bcginUcp can qualify as icgis 
icicCJ 1 *; preset ifali \cs they iiiuikl paa>» 
the &ecu lilies and bxchange C uin 
mission's General Securities LjuioiI 
nation 01 c sam motions prt'pajcJ r> v 

the eHlia.iKCii ui ihe NASI) ltw,sc 

tests measure ihe prospeetivL repse 

^iiiulivt's knot* k.dg<- of the .l n ' 1 
Ucs bualiu sa , C haiia tej^n Cbli^ti 

ui n l w.i i v.iiktffS * 5 ,., air |l tit 

^Ut rtm,t ii_u:> u, isi be llC*,ii.iw I U , he 
^iait, in hitn 1th. Jivt 

Mi,st employers pro* ■ t . ... I=1 g 
*»• help ^rtlc/* a 4( , k ; t - 5 t Ul , t_ 

Cjutrerni itH fOi regi'tradon 
her (iiiiia if f ah iii*ij.>i u,h, 
naming | ti.. id i.^ | 4 

I 1 4 Hi tc - <ii la i f f I, ,i ., , i j 

*= I 4 SN i u ti ,H i Hat I i wl.^n In 
dimly sl<| jji.j tfYii, lit ,1 ,,,,1 
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wldtl J Jll* Add |i . ,ilci *. : f |* |. i J f , .,n 

the jt>h l.Ulll.llg In ft. 11*11 Mill.; 
i!i Hllilt.fi.1 tUnd?> ,nu iinui jiii 
HeUiCS If ailiiilg piVi^Iiliiii Mid \t\ 
hiief a*. J llifoiil al btih. tt , . 
assig^eO .iialcl hils r iJ Hah |i 
sales «ij,kcl3 ^lUlii it- 1 I .ishiwa, 
Mi,ny ^mplOyeis t Idti i pi 
^iily traits as irnpu^iani as a au, it! i. 
Odining Lmploycr a k ipplu un 1 
^huadt ^ ell grocnlitJ st ic Uj mull 
> ale people an d ambit I >u.» ht .aiiav. 
U'aU.t iiy ami the abllli) i w ^ UI k in 
de pefsdeiltly a 1st, are I. Op mUiim u 
giuwlng fiumuei c,i cm >.»k>yt; 1 .% ptei. 1 
ti) hire tilose who have achieve tj sut, 
Cl^ in other jobs S essfu! sabs 



managerial experience is very helpful 
lo an applicant 

The principal form of advance^ 
menl for securities sales workers is 
an increase in the number and ihe 
size of the accounts they handle Al 
though beginners usually service the 
accounts of individual investors. 

eventually they may handle very 
large accounts such as. iho^e of banks 
and pension fu/ids Surne e^peri 
erietd sales wuf kei s-advante iu po.si 
lions as branch otf Kc lUana^wi^ vvho 
supcivise ihe w o; k uf ulhe! s^les 
workers while executing 'buy " and 
"sell" uiders 101 their own tuaiuiri 
eis A few rdpreserjiaiives may be 
^ume [liters in iheir nrms 01 d^ 
administrative WUt k 



ik.fc is e*pc ? eU , u if at l-1 as 

ibi4,w£jh Uit liiid 19dt) ! 5 a^ nivesl 
menl in see^rUlCft cunUhiJes to in - 
titasfe, In ad^llU*>i> iu joh^ itsullin^ 
ttviJis >^%ti Several ihc'U&aOd sales 
^'iiktrs ^.iii be iieeOeti aiUiU^ily Uj 
u|jLt,t; d !t i til I? tii 

i' iii-stLi .a/i , /»it*_ k r >Ia^^is^m 
i.-cda u , Uisu. j> U'-^t Jut ihe 

in.ii hi ih; .aki ^ rk^ t 3 jt jv 6 ihclt 

juba K y .iii l> ti't-y aii tilt 

ablu U, t^ltilill.Ji a Sii^ . ,^4 a l\ii tlleji 

t I „lv ft. * 

"J — " K « i I 1 t.Ap' J 

li s » Ch!t; 1 . li ihe ■ U !i, Js 4 ^ « ! fi Ic 

f^-'i In u. i(i!i,!ii i Uj in dit nuiti 

hwi In&Ulwll iud- ii, v fe 3 ill 

vai ^ iaily 3Li>>ng 4<j c p£U|>]e 

P ti I hr h ii A C 1 1 , 4(4 1 A 1 1 U , ^ 4 I tl^ck f |f) 

pcnsK.m \ lai.A, iiud iU1]Dl|U; Oic 
cnduwnicijl f,»nda wl t-uHeyts ^iiid 

f ifici iniflpi tU ll|&, t ll4i(i,Jt|!t lit iiJdi 

not C will I tl ^ ^ Jlt he- i^ ^Jvjed \u 
sell utiiilut3 lasii^.] b> life ai|J * a 
panjing t or ^ ._i 1 aliwKs try SiBle 

and lueul gtveiniiieiiU 1 1 n a 1 1 c 1 n g 
public i 1 l p k 4> v c n\ e 1 da 

I f i t j c 1 i 1 a 1 iJ f r , i , , . , . . L u 

nke i flUC tUoiCS h 111,; ^li fUtiiy 
L ipsnaa and k,untf I '.lis k»i an 

cc 0110 m. . miuiii lIi^ fitf rtiU^i of 
1 son a ,ie tfkiri^ Jyha uia} c^ctffiJ ihe 
number of openings &«jt/ielirne& by 
a gfcai t.iedi Over th« long fun, how 



ever, job opportunities for securities 
sales workers are expected to be fa- 
vorable During severe slumps in 
market activity, job prospects arid in- 
come stability be greater for 
sales workers who are qualified to 
provide their clients *vith complete 
financial services than for those who 
rely strictly on cornrnissions from 
stock transactions 

Mature individuals v^uh successful 
^ork experience should find many 
jub oppofiunities Demand will be 
strongest for well rounded persons 
who are willing to learn all aspects of 
the securrties business Those aeek- 
mg pari time work will be limited to 
selling shares in rfiutual funds 

Eavfiings and irVyklnii Jf$ 
Conditions 

.i^Ufill y ^ r *ljJ i* ,>4inn 

... til fhey neei liv cti&uig a^d regis 
liatUjii ret^uU^irienis Afl^r ie^i^t r ^ 
lioif. a !ew firnis couunoe 10 p^y ^ 
salary until the new representative's 
cu m m issiutis increase t o 4 staled 
arnounl Th^ saUric^ paid during 
training anally range f*oni ^65ij 10 
$8 50 a ii!4ji!ih 5 iho^e woikbig [ u i 
Iciige at ^uilUes fh iii 5 suay lye 
fjighe a^iJ^j ieg 

AfUr Candid^, ii, ,e. 
. -gialci*. d iheli ei nju^s J^ptii 1 on 

comrrmsiods from the s^le or par 

'-iiaat ijt an*J boitJs, l^C lil^Ui 

tiil^-t ii! i>|tici ^ewiiiUle^ f^'l C*»sloHl 
£!5 4 v> iiiiilaaiun ^ariiiugfl Ilk«l> 
to hi^h when there is m^wh l uviug 
and 3^ Hi 1 and lo^ei v% fi^H Uieie is a 
alurn^ in iuuike< at^Uviiy Niusl firnsS 
p 1 o v Itic ia I c 3 w t tt I ii u 1 4 h a steady 
paying a Jiav. ^gain^t 
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they c&ii cKpct tt'd to earn 
^ feva, fliiiiS pay ^ale^ wurkcis ygily 
hAiAiy 4ii4 bonuses thai usually ^re 
deicin ii) cu by the volume of conipa 
ny business 

Earnings uf full 4iut^ p^ 4 icn w «j 
cul Itlc^ sale^ wCfkers who seoi^g 
iviftual investors avt^ageu about 
$ A ,d3o a year in 1 9 7b atcorJing to 
ihcjimitcd data avail^hle Those who 
ser^a* institutional accounts earned 
about $44^000 Full time securities 
sales workers ear'n about Unee times 
as much as average earnings for non- 
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supervisory workers in private indus- 
try, except farming 

Securities sales workers usually 
work in offk:es where there is much 
activity. In Urge offices, for exam- 
ple, rowg of sales workers sit at desks 
, in front of V* quote hoards" that con 
tinually Hath information on the 
prices of securities transactions Al 
though established sales workers usu 
ally work the same hours as others in 
the business community, beginners 
who are seeking customers may work 
longer Some sales workers accom- 
modate customers by meeting with 
them in the evenings or on v^eekciids 

S&yfc&i <*f Additional 
inforrftatlQn 

ryithyl Inful HidUoli l./ih v.i.,i,. l 

career as a secuuues s*iie?> wuikcf is 
Ncvr Y\>rk N, V 10005 , /hi ft i* , > . 

k ui^L I Sit lx,i fTl a O »i ii ; i , ■ t 

i/Ut&ined from the personnel dcp .n 

men! kji li| *J | v l J iia I ^ct-u^lc;.' fliiiis 
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iS.3»tSli* 5^4 of i!**>el U|£&<ilS . - 
l^ls wHu hav; trie aiHjl ill .. i •.> i . (ii 

ability to .oake the i esi po&3lb>t uv 
el Afl 4it jlillc l ta ^ui.si Jci l" L ^ 

taV 4 te^ budgets an j demands o iiie 
t u» tun >o 

CJuiiiidt , . . , . . i i * * 

"fporiHe £ .cvi i*e plan big ... I »i 1 
ftc^S trip and b fan illy ut fO\.i en « 
restricted bud^;l ! bom wan II . i£. «u 
vi||t the \ l| gift Islands fhe fc ^e 11 

live mignt want first */u *a ai, nano 

pt>r lotion j lux&rluus sum. U| ^li ai 

riva^ a/nd ih^ uMi tjf a limousine ! h*. 
ageni would mike the piopej ai 
r anient nts^ and perhaps send the 
bill to the executive's company On 
the oiher hand, the travel a t ent 



would advise t|e family about less 
expensive, summer fates and special 
air fares The agent would discuss the 
wide range of hotel costs and fackli= 
ties and would try to arrange the^ 
most economical trip for that par= 
ticular family The agent would also 
inform the family of the island s cli- 
mate- arrange for a car rental or es 
ported sightseeing excursions, and 
suggest local tourist attractions, as 
well a^ places to dine hor interna 
1 luiiai t 1 a vcl the agent would pi iO v id c 
bulb itfre family and the executive 
with infoimation on customs regula 
Huns requited papeis ( pftsspof Is, v 1 
Siis and certificated of vaccination J 

a lid the 1110M icLCisl tu i i c!iw> cx 

^ hduge i ales 

III I 1 1 J K 1 1 1 ^ :nn I, i Uil^ClU^itl? 

uiNuli (die schedul 

,h 
id 

the International An I ransport Asso 
^ iiiilijii I hey ai;*** iefei to guides and 
r afit is ii,}, hoiwl ! alings and olhe 1 
toUiist information Many travel 

tigti-ilLft tiiiSC i C C vi l\ I Hi C U d at lu Ii S U !! 

the 11 n tia el exp4S!iciiwe 

1 1 ivj agents in business fwi o.^u* 

Ut? UiUSt dt, i_. mialdc • able- pitj 

iHwliw ta| ^ \\iCy iiiay Hl Vt: ^hd^ 

it- pi w:.entaUiJi,S It* SUtlsil and 

>p. tidl is Iciest gfuups arrange ad = 
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k I iu^h 1 u v e I 0 , iiU . » »»• 
^ in! ul ! hi 1 1 i nil y , ult> a e * Oil 
l . it Li <tl& J .11 major pi>pulaifet>o wen 

l i_ i 3 f 1 ; I ^ idc b&§[ busljieaa 

i ^1 *, . wnlOcd Mlil Atjii^i uric fialt 
kjf all aavel i|ctiti j are L.wateJ 111 
lai^e titita, one thud lit subuibjn 
aggaa and iWic fifth in si^all tuvvns 

iiiid ! 1 al a • caS 
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jished lid vel ag^iwy bcfoie going into 
business fur ihem selves 



Training, Other Qualifications, 
and Advancemtnt 

Students can prepare for careers as 
travel agents by working part time or 
during summers as reservation clerks 
or receptionists in travel agencies. As 
they become more experienced, they 
may enter either a formal or informal 
1 training program given by the 
agency, take on greater responsibil 
ities, and eventually assume the full 
workload of a travel agent > Experi- 
ence as an airline ticket clerk also is 
a goud background fur a travel agent. 
Several horne study courses pro- 
vide a basic understanding of the 
travel industry An advanced course, , 
leading 10 the designation of Cert! 
fled Travel Counselor, is offered by 
the Institute of Certified Travel 
Agents to f Osier professionalism in 
ihe navel industry Ibis euursc is of 
ft red only to experienced travel 
agen ts 

Although tew ^ij|ieg^ tijUues ie 
idle duectl) iu Uic nave! iuduslr> ; a 
college e^iJcation is sometirnes pre= 
fcrted by employers A student pre 
paring for^a career as ^ travel agent 
should study geography foreign Ian 
guages and history Accounting and 
business inanageniEfii would also be 
important for thtibt anlicipating 
starling iheii own iidvtj agencies 

Broad tsavel expeiie nee is anvil her 
i^.puildiii miaiUitaLiun (ui eaieef 
da d liavcl agent I he abilily to speak 
ut pelawlljtfl exp^ileii^izs ti c q.icull y 
helps iu lil^.icHwt oisUM-.tis' iiavel 
\j I a n s 

As .* a ale a Uju , .iitiU -- tl >. it *± 
^1 agtiii must have d p|easa<.( pt<sorl 
aU iy dud much paU»n*~e Ageuta ut 
ten inual de J|i«jfist| die ihet. cfflwleiicy 
aiiU ie spun sib 1 lily iu ha (U to p lease 
cu si , nii e 1 5 

Iiavel d^ t * 1 i & 1 » . « . . * 1 1 1< 1 1 ■ *• ^ ii^ii 
iHg ihcn own ag^inU b riiust gain for 
iiiai wuiiieren^e appiuval before ihey 
wan leeeive eOiiirilissions C/oiifc-iei 
es die simply ur^diii^dUuns of ai? 
lilies siuplines or rail lines, the Inicp 
lidtioiial Air Iranspurt A ssuciation , 
fui example, is the cunteiente uf in 
teiiiatlunal airlines Iu gain eOiifer 
ence appros/al, the ti * nt= t of « n agen 
e,y must show that the agency is in 
operation and financially sound In 
addition, ihe agency musi generally 
empioy at least one experienced trav- 
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upon commissions received from air 
lines and other carriers,; tour ojtera= 
tors, and lodging places Commis- 
sions for domestic travel 
arrangements range from 5 to 10 per- 
cent; for cruises, about 10 percent; 
for hotels, sightseeing tours, and car 
rentals, 10 percetit; and for interna 
tional travel., about 7 percent When 
tiavcl agents arrange individual plans 
that require several connections and 
lodging reservations, they generally 
charge the euslornei a service tec to 
LOvtJ the (line and expense involved 
in niukmg thv ar i ange me. u 15 hor 
many services however, eurnmis 
stuns v unslity le the age fit s only Co ni 
pe nstilu) n 

DuilK| the lis^t ^as iwiu .^iiilte 
^ filing co rife ie wee ^p^fuvdi and 
the payii.cnt of ^uin lOisSions. 3 elf 
ctii|fltiycJ liavel agents generally 
liuvt vtj) Liw can ilngs bieu c^lab 
llshe.J agt/its .^peiienw^ Ic^s profit 
able y^ars Uuiirig peiioda , ci onom 
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WHOLESALE TRADE 
iLES WORKERS 

(D O T 260. through 289.458) 



i 



Nature of tha werk 



Sales workers in wholesale trade 
play an important role in moving 
goods from the factory to the con- 
sumer. Each sales worker may repre- 
sent a wholesaler that distributes 
hundreds of similar products, A 
wholesale drug company, for examri- 
ple f may stock its warehouse with 
many brands of drugs, soap, and cos- 
metics to supply stores that sell di= 
reetly to the consumer Likewise, a 
wholesale building materials distribu- 
tor sells hardware and construction 
materials to builders who would oth = 
erwise have to ^ealwith many manu 
facturers. 

At regular iikervais, sales workera 
visit buyers for Wtail, industrial, and 
commercial ftrrnau as well as buyers 
for institutions such as schools and 
hospitals, They show samples, pic 
tures, or catalogs that list the items 
which their company stocks Sales 
workers seldom urge customers to 
purchase any particular product, 
since they handle a large number of 
items^ Instead, they offer prompt, ue 
pendable service so buyers will be 
come regular customers^ 

Wholesale sales woife^ p^.i^iit. 
fnany important $ei vices foi , etaileis 
such as checking the stuff's stack 
and ordering items Lhat *ill be 
needed before the n&*t visit Some 
wholesale sales workers help store 
personnel improve and update sys 
tems for ordering and inventory In 
addition, they often advise retailors 
about advertising, pricing, and ar 
ranging window and couiitei dis- 
plays A sales worker who handles 
specialized products, such as air con 
ditioning equipment, may give tech 
nical assistance on installation and 
maintenance, 

Sales workers do some iccurii 
keeping and attend to othet details 
They must forward orders to their 
wholesale houses, prepare reports 
and expense accounts, plan work 
schedules, draw up lists of prospects, 
make appointments, and study litera- 



ture relating to their products, Sonre 
collect money for their companies. 

Plactt of Employment 

About 808,000 persons were em- 
ployed as wholesale sales workers in 
1976. Wholesale houses usually are 
located in cities, but sales workers 
may be assigned territories in any 
part of the country. Their territory 
may cover a small section of a city 
having many retail stores and indus- 
trial users; in less populated regions it 
may cover Half a State or more. 

Firms selling machinery and build- 
ing materials to mdustrial and busi- 
ness users are leading employers of 
wholesale sales workers. Other large 
employers are companies that sell 
food products. Wholesalers dealing 
in drugs, dry goods and apparel, mo- 
tot "Vehicle equipment, and electrical 
appliances employ many sales work- 
ers as well 

T raining, Q trior Qualifications, 
and Advaneamant 

I tic background a sales worker 
iiceds depends mainly upon the prod- 
uct line and the market. Selling cer- 
tain products requires extensive 
technical training. Drug wholesalers, 
for example, must know the names 
and characteristics of the pharma- 
ceutical products they sell A back = 
ground in chemistry, biology, or 
pharmacy vvould prove useful, if not 
indispensable In other product lines, 
such as food, familiarity with manu- 
factureis and brands becomes much 
more important than knowledge 
about the product itself. 

Product knowledge is not enough, 
hwwever, when the sales person has 
to stimulate demand Those selling 
ekctrical machinery to industrial 
firms, foi example, must have the 
technical training necessary to dis- 
cuss then products But they also 
must understand how customers op- 
erate, what equipment they need, 
and how they might use their ma- 
chines in new wayi: The greater this 
understanding, the more machinery 
they will sell 

Most wholesale sales workers en- 
ter their occupation via one of two 
routes— working up the ladder or 
transferring in with the appropriate 
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background. High school graduates 
may begin a career with w wholesale 
firm in a nonselling job or may be 
hired as a sales trainee, In either 
case, beginners usually work in sev- 
eral kinds of nonselling jobs before 
being assigned to sales. They may 
start in the stockroom or shipping 
department to become familiar with 
the thousands of items the wholesaler 
carries. Later they may learn the 
prices of articles and discount rates 
for goods sold in quantities. Next, 
they are likely to work on "inside" 
sales, writing telephone orders. Lat- 
er, as they accompany an experi- 
enced sales worker on calls, trainees 
come to know some of the firm's cus- 
tomers. The time spent in these ini- 
tial jobs varies among companies, but 
usually it take 2 years or longer to 
prepare trainees for outside selling. 

As professionalism grows in whole- 
sale trade and as products become 
increasingly complex, more and 
more college graduates enter the 
sales force directly out of school. 
Competent sales workers also trans- 
fer from manufacturing and retail 
trade sales positions. Thejr experi- 
ence with a particular product line 
gives them an advantage over the 
newcomers to the field. 

Sales trainees in very large whole- 
sale firms participate in formal train- 
ing programs that combine class- 
room instruction with short rotations 
in various nonselling jobs Most 
firms, ho f wever, have no formal pro- 
gram Their trainees learn by observ- 
ing and trying the different aspects of 
the work As they become familiar 
with customers and procedures, they 
gradually take on the full responsibil- 
ity of the job/ 

Sales workers sometimes can aug- 
ment their on-the-job training with 
outside programs; While only a few 
colleges offer courses relevant to 
wholesale distribution, the number is 
expected to increase. Trade associ- 
ations sponsor training programs to 
fill this need. Vendors, too, hold ses- 
sions, usually to instruct sales people 
how best to sell a particular product 
line. 

Experienced sales worked #ho 
have leadership qualities and sales 
ability may advance to supervisor, 
sales manager, or other executive 
positions. 
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Employment Outlook 

Employment opportunities for 
sales workers in wholesale trade are 
expected to be good for those with 
product knowledge and _s_ejUftg abil- 
ity In addition to new positions cre- 
ated by growth, many openings will 
stern from turnover, which is fairly 
high in this occupation A person s 
success in selling greatly depends on 
his or her ability to locate new 4 us 
vomers and persuade them to buy A 
number 1 of new sales wuikcis find 
they are not suited to the eumpeiitive 
nature of selling and leave the yttu 
pation 

The number of wholesale sales 
wuikeis is eipcwied lo grow ab^ul as 
fast as the average fur till uce up at 10 r is 
through the mid 1980 s Businesses 
and insiilu tk*ns will require a widt 
vaiitly ot pioduels H^i ih^li ^mii use 
and for eventual resale A It ho ugh 
man y laigc purchasers mid others 
whu inquire; highly spcwialuctl piud 
utts will buj directly fi um mauutav, 
tureiS, the majority ot transactions 
will involve the wholesale- dtsLiibutni 

As chain stores and olhei largt 
rii ms ^ en Li ah/e pui^iasmg activities 
the value o! th*: sales itiaife L* indl 
vlijiidl Uji»I e i ?> licwihiita l<n . ami 

Ih jJt 1 1 L I * j 1 1 fvsi ; alfcS [ v ,5[.iUl!iil|]g 
ly j| re a lei vV h oieSiii*; i a ex 
pt^led ft* uietl ihlS wwiupklitlwi L 

1 11^: 1 easing If it M/ T £ *>t iheli ^t^o 
£ v»i fee j 



Earnings and Working 
Conditions 

0 

According to limited information, 
most beginning sales workers earned 
around $9,500 a year in 1976 Expe- 
rienced sales workers earned consid- 
erably more Since commissions of- 
ten make up a large proportion of the 
sales worker's income, earnings vary 
widely in this occupation They also 
depend on the sales worker's ex peri 
ence and seniority as well as on the 
product Iine = Median earnings of the 
lowest paid sales workers m 1976 
varied from $12,000 in automotive 
parts and supplies to $18 400 in pa 
per and paper products distribution 
Median earnings of the highest paid 
sales wtjikcfs ranged finiii $20,400 
in beverage distribution to over 
% HO m paper and paper prod 

i iL'iti^^ii,^ii,, tt pi^ik4 diftei among 
luins Many employers pay a salary 
plu?* 1* pe 1 lcu La gc wot iimi^sion On 
?iaJe;> uiheis P^y a draighl wOinmis 

sion or straight salary. Some include 
a Injiuis Although most wholesale 
■Sides w t!! keib have steady* year 
found woik sales (arni com missions ) 
v u 1 y btc{i!J5L demand toi sOfTle piod 
in 15 tkfi t) mnple all Condition 
-"M fe 1 iiUi duiL.g ^eiLdlft s£ a 

sufu 1 piuvidv safes workers ^ ith u 
3 1 w «j a ) hi^unii. hk ai i } * * 1 1 & p 3 1 > 1 c 3 p ti y 

a )j t i t i^ikL ^ J I ti 3ul, ikci a di 
Jgalnsi annual <t I ! I ! 1 1 iss I a t i 5 Mu3l 
, uii'pai In, Hi t k i ill ^ k fi U 1 i * i AM a 



for cars and reimbursements for cer- 
tain expenses on the road. 

Sales workers often have long, ir- 
regular work hours= Although they 
call on customers during business 
hours, they may travel at night or on 
weekends to meet their schedule. 
However, most sales workers seldom 
are away from home for more than a 
few days at a lime, They may spend 
evenings writing reports and orders, 
may carry heavy catalogs and sample 
cases, and be on their feet for long 
periods 

Depending on length of service, 
must sales workers have a 2 to 4- 
week paid vacation Many are cov- 
ered bv company benefits, including 
health and life insurance and retire- 
menl pensions 

Sou ice a of Additional 

Information 

luluf illation un jobs In Wholesale 
filing may be obtained directly from 
local wholesale houses or from asso 
eiations of wholesalers in many of the 
larger cities If no local association is 
available, write to, 

NdLUflittl 4 *aufcldU<;ii ijt W I t,.U a^lcf Dull ibu 

tuts I 723 K Si NW Ws3hingu*n D C 

2UOC6 

Carer tdjcaUtjri Division 3H0 I esing- 
Ujii New Vu s k NY iOui/ 



What to Look For in this Reprint 



To make the Occupationa) Ouiiook Handbook easier to 
use, each occupation or industry follows the same outline. 
Separata sections describe basic elements, such as work on 
the job, education and training needed , and salaries or wages 
Some sections will be more useful if you know how to interpret 
the information as explained below, 

The TRAINING, OTHER QUALIFICATIONS, AND AD- 
VANCEMENT section indicates the preferred way to enter each 
occupation and alternative ways to obtain training Read this 
section carefully because early planning makes many fields 
easier to enter Also, the level at which you epter and the speed 
with which you advance often depend on your training If you 
are a student, you may want to consider taking those guuibeb 
thought useful fot the occupations which interest you 

Besides training, you may need a State license yi ceriifi 
Cate The training section indicates which occupations yener 
ally require Ihese Check requirements m the Slate whore yuu 
plan to work because S^ile regulations vary 

Whether an ot^upati©fi suits ^your perbun a iit y am,iin,i 
inriQQilant area tu explore For some you may nave iu make 

responstole dewlbiunS I r i a hfyhly compelim, e dlmuapbci Fui 

others you may do only routine tasks under close supervision 
To wpfis successfully in a particular job you 1 1 iay>faave to Ju une 
or pKore of the following * 

direct and super ^)s, v . 

Wufk wltfi all types Li p-aUM'w 
work with IhhiQh /gi. neesU _ f 

^iid f/tdnual dexter My 

k independently ^ ■ > 

seirdisu^iine 
^vorkas pen of a tea* 

- WCJf k With detaHS pur = 
u- Idbu'atui^ i i±_At 
f'cjip people 

uad ,icdli t. Lil i . ' ^ 
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suppjy-information is lacking for most occupations. 

There\are exceptions, however, especially among pro- 
fessional occupations, Nearly everyone who earns a medical 
degree, tor example, becomes a practicing physician, When 
the number of people pursuing relevant types of education and 
training and then entering the field can be compared with the 
demand, the outlook section indicates the supply/demand rela- 
tionship ^as toiiows : 

--Demand much greater than 
supply 

-Demand greater than supply 
-Rough balance between 

demand and supply 
-'-l ikelihood of more supply 
than demand 
„umpetiUoM - - — Supply greater than demand 
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1 ..mpciiuuii ui few job openings should not stop your pursu 
. j a career that matches your aptitudes and interests Even 
binaii or over crowded occupations provide some jobs So do 
ifiubc in which employment is growing very slowly or declining. 

uruwth in an occupation is not the only source of job 
openings because the number of openings from turnover can be 
substantial in large dccupations Intact, replacement needs are 
e A^e led h* ure^te 70 percent ot all openings between 1976 and 
1985 

f~ hiully jwb piu&peCU in yowl area may Jlffefifruln those In 

.1 . liaiiun ejj a jv holts Your State employment saa^^Cdn fur 
1 Fib' ! Iui_.dl ii ik/U r"td I lor 1 

I fit- LAHNlNLab bu> li.,. Lulls ,/vl.al w^iKoia wci e ear i Hi iy M i 

i 1 ,i 1. j^L. jhe .>i..^ 1 ij ii43iU ^uytihw.) l\* faiit£»tf*t!i be 

» .e yooci infc mauon is available foi only one type of earn- 

<i\ji. Ajyc j and 3diarU:5 - can J rrul ever) ttilb hii Uu^upd 

hons Although 9outof IQvvorkeis receive this form ot income. 

M.jii. oai'i j ihuhe^ U) wwiKlfiy uverllftte f light sf rl I tb ys It 

-f. v j.i(, i ti.i.cJtiUb In S'Mfu; uccuputlUI >^ workers dlbu receive 
h m l . m wihniibyiu. 3 l.datfd J ! 1 ^ale& 01 t,*2fviod byine f^Ltufy 

an extra paymefii for each item 
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^vijuh? be^aubt much Utipcnuu 4^ wiidther one is ju§t biarting 
uu\ ui nd& an eSiablibtiisd buSintSS 

MOst wage dntj salary wOr K.i ... iv^.tst/c l.iity« l-tnigflli 
. jb p Jd VaCailuiiS hulUayb dflu sick leu 

'Vu.Kefs also 'ec.ei c* jnconia lit gouds and SeiviCes (pay 

. in kind) Sales worker s in department stores, foi example 
u/iu/i receive discount s on merchandise ■ 

1 .Jesfjii^ Jiffi^ultieb 11 s determining exo^Uy. .^hdi aam 
job if ics Earnmyb section does compare C/Ccupational 
,.1 .1 n^s b> iridu.atiny wtut f>er a certain job pays more or less 
Hu... 1 f it? dvt faye fgi all nonsupei visors in pnvate industry ex= 
uUrJuiy larfTiing 

fca^ti occupaiiun h c 4s many pay levels Beyinncis almost 
earn less than woiNers who nave been on the job for 
s^nns time Earnings also vary by geograpfnc location but cities 
that offer \he highest earnings often are those where living costs 
are (Tiost expensive 
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iwdjli.y was? idKeii hum the 1978 ?§ auitlOil of the Qcoupallonal 
Outlook Handbook But the Handbook is not the only source 
wf useful *,cii a«t information published by the Bureau of Labor 
bljUbliGt, 1 he f laudbook b companion, the Occupational 
Outlook Quarterly, is published four times during the school 
yucai iu keep subsci iberb up to date un new occupational studies 
completed between editionb of the Handbook The Quarterly 
al&w yives practical u if Of mat ion un training and educational 
Lif^^/ilnniiltia, balar j ti e» idb. dud r lyW and emeryifiy jo bis jusl 
\Al.ciL pcoplb l u; ed (...) kiiuw tt / plan Caieefb 

if ) uu wef\J a buubwMber to rece. it ibsueb u»e Ucuupaiiui tai & 
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,j r ,iUi ,ii le 3 
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